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Part five of a five-part series
that ouflines the basics of State
confracting. Last week's article
discussed how to submit a com-
petitive and complete bid
response.

This series has covered four
topics to date: how to register
as a vendor with the state of
Michigan; how ic prepare for
and research state confract
opportunities; how to find cur-
rent solicitations to bid om and
how to submit competitive and
complete bid responses.

A bit of background for those
new to this Michigan Chronicle
series: The state of Michigan
has taken dramatic steps to
level the playing field in state
contracting. Gov. Granholm
issued two executive directives
that are significant to purchas-
ing. Executive Directive 2005-3
prohibits . sole
conftracts, which results in
every solicitation being compet-
itively bid. _Executive Directive
2005-6, which amended 2004-3,
gives a preference to Michigan
firms that bid on state CcOn-
tracts. As a result of this
Michigan business preference,
85 percent of what the state
buys is purchased from Mich-
igan firms. _

According to Lisa Webb
Sharpe, Michigan Department
of Management and Budget
(DMB) director, “Today's con-
tracting culture has increased
e iiiac for Michigan busi-

source, no-bid:

pesses, including small busi-
nesses, minority-owned busi-
nesses, women-owned busi-
nesses and Detroit comparies.
Buy Michigan First creates jobs
today, diversifies our economy
to create jobs tomOITOW, and

- invests in Michigan businesses

and citizens.”

Michigan is a “best value”
state with a centralized procure-
ment system. DMB handles put-
chasing on behalf of each state
agency, managing a coniract
portfolio of more than 2,200
contracts that are valued at
more than $11.6 billion. As a
general ruiec, DMB
solicitations that are valued at
25,000 or more, with each indi-
vidual state agency having the
authority to make their own
purchases valued at less than
$25,000. '

Companies new to state con-
tracting shouid begin by regis-
tering as a vendor, which was

five-part series. The next step is
preparation and. Tesearch,
which was discussed in part
two. The third and fourth steps
focused on finding opportuni-
Hies to bid on and submitting a
competitive bid, covered in
parts three and four of this
series.

Michigan businesses that
submit bid responses to DMBs
competitively bid solicitations
should request & debrief ses-
sion with the buyer in order fo
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find areas of improvement for
their next solicitation response.
Deputy Director Sean Carlson,
who heads procurement for the
state of Michigan, recominends
debrief sessions for hoth suc-
cessful and unsuccessiul bid-
ders.

“Debrief sessions cover the
strengths of each proposal, and
areas that could be improved,”
he said. “Michigan companies

- can benefit from these conver-

sztions, both for future state bid
responses and for other govern-
ment contract solicifations at
the federal and locai levels.”

To requesi a debrief session,
please take the following steps:

1, Call the buyer associated
with the bid and request a
debrief session.

9. Identify areas with the
buyer to improve bid submis-
sion.

3. Review other bid submis-
sions with. the buyer to under-
stand your competition.

Debrief sessions arc volun-

and are held at the bidder’s
request. Michigan firms should
frequently visit the Buy
Michigan First website at

: www.michigan.govfbuyﬂ\'lichiga

nFirst. DMB recommends book-
marking the site and making a
visit part of & weekly routine.

For additional information,
e-mail BuyMicmganFirst@Mich-
igan.gov or call {313} 456-3609.




